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1. Provide an overview of the organization
Incorporated in 2000, PC Mall Gov (PCMG) is one of several subsidiaries of PC Mall, Inc., a leading high-volume IT solutions provider with over 23 years of experience. The expertise resident at PCMG brings focus to the unique requirements of public sector customers along with academic environments. The company’s success is directly attributable to a delicate balance of customer service focus, strong strategic alliances with most major IT manufacturers and distributors, expertise in software licensing and well-designed processes that optimize product delivery and long term support. Our employees are committed to an understanding of our customer’s need for technologically advanced IT solutions, ease of use, optimized efficiencies and cost control. This focus demands expertise in the unique requirements of federal, state and local contracting and the need for consistent and competitive pricing as well as attention to contracting detail.  
In 2006 PCMG sought and subsequently received ISO 9001:2000 certification for the corporate headquarters in Manassas, Virginia. The scope of the registration is PCMG’s provision of solution-based systems integration technology products and services, including professional consulting, systems integration, long-term hardware and software sales and maintenance support, value-added reselling and IT product sales, to the Federal, State and Local governments, and commercial clients. The processes that PCMG has put in place have been documented through years of trial and error and allowed us to maintain our ISO 9001:2000 certification. The processes have been developed with sufficient planning and detail to ensure that only minor deviations or modifications to the process will occur with each new requirement.  Included in the five core process areas detailed in the PCMG Quality Manual are Business Solutions, Enterprise Services, Software License Management and Consultation, Storage Solutions, and Training.  
The Parent - PC Mall, Inc.
Headquartered in Torrance, California, PC Mall, Inc. is a $1.2B corporation with 11 regional offices and warehouses located in Irvine and Santa Monica, California as well as Manassas and Hampton, Virginia, Chicago, Illinois, Milwaukee, Wisconsin, Columbus Ohio and Denver, Colorado. International offices are located in Montreal, Canada and Manila. PC Mall, Inc. supports a distribution center in both Irvine, California and a 225,000 square foot warehouse/distribution center strategically located next to the Federal Express hub in Memphis, Tennessee.   
PC Mall, Inc. was founded in 1987 as a direct market reseller. In its twenty three plus years of growth, PC Mall remains focused on a strategic plan that marries growth through acquisition with commitment to its founding principles - low cost and highly efficient order management. Today, PC Mall employs over 2500 people in 9 subsidiary companies who specialize in providing a solution to a customer’s needs and moving that solution into the customer’s hands. Our various subsidiaries each focus on either a unique customer base or a unique solution however all are linked through common business systems; executive management and common agreements with distribution and Original Equipment Manufacturers (OEMs) that allow the benefits of mass purchasing power to filter through the subsidiaries.
PCMG will manage a resultant contract by providing a program team expert in public sector contracting supported by the resources and expertise of its parent company. We will rely on the purchasing power, expertise and geographically dispersed regional locations of the corporate headquarters and nine subsidiary companies to provide all participating public agencies with a catalog of products and services that is broad in scope and competitive in price. 
Included among the benefits from PCMG:
· PCMG  is a SVAR (Software value-added reseller) as well as a LAR (Large Account Reseller) as designated by Microsoft, Symantec, Adobe and others. Additionally, PCMG has the elite designation as  “Enterprise Software Advisor.”
· Volume purchasing power derived from consumer sales; small and medium size business; and public sector sales means lower costs and higher discounts
· Consolidated administrative support reduces G&A costs; lower overhead and access to best practices across the organization
· Expertise resides across the corporation; reduces need to go outside company for unique requirements – reduces risk in teaming or subcontracting 
· Over 5,000 vendor lines at corporate level; all open to PCMG
· Warehouse/Configuration center with 99.97% shipping accuracy rate
· Warehouse/Configuration Center with asset tagging; imaging; staging capability
Through internal collaboration and employee exchange, PCMG can offer the combined expertise of these the parent and subsidiary organizations in one cohesive team with the assurance of corporate commitment but without the overhead of surplus staff. In total, PCMG’s parent company has over 2500 employees  worldwide who hold over 3500 technical certifications in software & licensing; servers & storage; systems & peripherals; networking & security and power & infrastructure along with numerous professional certifications including CPAs, program management and contracts Professionals.   
PCMG’s ability to manage programs is evidenced in our history of support to federal, state and local governments and education customers. PCMG currently supports multiple projects including a National Aeronautics and Space Administration (NASA) Solutions for Enterprise Wide Procurement (SEWP) IV contract with sales to date over $250M; a GSA Federal Supply Schedule sales total approximately $15M annually; the Los Angeles Department of Water and Power Hardware Equipment and Software Commodities contracts with combined annual sales of over $16 Million; the Organization for Educational Technology and Curriculum (OETC) with 2010 forecasted sales of over $4M for Microsoft and Symantec licensing; and a State of Virginia (VITA) contract with annual sales in excess of $1M. 
PCMG’s organizational structure is relatively flat allowing executive visibility into program execution, sales activity and coordination. Functionally, the professionals who would support a WSCA contract report directly to a V.P. allowing for maximum program visibility and swift problem resolution.
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2. See Attachment Form 1A “Questionnaire – Qualifications, RepPublishers – PCMG – Attachments.pdf”


3. Describe the company's experience and expertise providing the following services. 

3. License Management
With over a decade of experience in volume licensing, PCMG has resources in place to assist customers to develop software strategies to fit current situations and for future growth. We retain a staff of specialists with unparalleled expertise in specific manufacturer’s volume licensing programs that can be disseminated to our Account Executives. These Product Champions and Licensing Specialists are available to assist in determining the most appropriate solutions for our customer’s needs. A detailed team description is provided in response to Question 6. 

Training is available at the implementation stage to help customer initially enroll into the licensing programs. Once enrolled, the Customer can then call either their dedicated account executive or one of our in house certified license specialists to assist in choosing the right products or solutions for a particular project. Our licensing specialists and account executives are all well versed in the software programs and can even leverage the software manufacturer field representatives to answer all questions regarding this contract. PC Mall Gov, Inc. provides a toll‐free phone number, which is available Monday through Friday 8:00 AM – 5:00 PM (EST).

PCMG can also provide quarterly Sales Tool Kits to educate the customers on the many products and features provided by the software manufacturers. PCMG is also willing to setup monthly or quarterly calls to ensure that the contract is being handled adequately and to discuss any changes to the licensing program.

PCMG utilizes many manufacturer‐hosted webinars to help train customers as well as staff on the latest in programs and applications and encourages customers to take part in these webinars whenever available.

Software License Asset Manager
PCMG’s Software License Asset Manager (SLAM) is a proprietary tool available at no charge to our customers with CAP sites. The two components of SLAM are a tool for contractual licenses and the license purchase tracker. 

The SLAM tool for contractual licenses supports Microsoft Enterprise Agreements, Open Value Licensing and Microsoft Select; Computer Associates Master License, Open Licensing and Government License programs; as well as Adobe’s Contractual License Programs, Open Options and Transactional License Programs. SLAM is agreement-driven and will track purchases under a specific agreement, calculate points, and send out reminders one, two or three months before an agreement expires so that you won’t have to worry about compliance issues.

The license purchase tool in SLAM can keep track of all your license purchases from PCMG for every vendor. This online tool shows all license purchases from the last three years, including which licenses are currently active. Just like with the contractual license tool, reminders will be sent 30, 60 or 90 days before a license expires.

Both the license tracker and the contractual license tools allow you to upload purchases from other resellers so that you can see your license inventory in one place and manage it all in real time. Reports can be run from either tool and can be automatically sent on a regular basis or forwarded to anyone you choose in your organization. All licenses are inventoried on the customer’s site managed by the administrator assigned to each enrollment by the individual customer. PCMG and our license specialists will work with the administrator to ensure accuracy.

The following information is captured and available to authorized users within PCMG’s CAP/SLAM order tracking system:
1. Agreement Issue Date
1. Agreement Expiration Date
1. Order Number
1. Order Date
1. Line Number
1. Manufacturer Part Number
1. Product Name
1. Quantity Ordered
1. Points
1. License Pool

These reporting tools are available online 24 hours a day, seven days a week and have been designed not lonely to help save customers time and money, but also to support legal compliance with the software owned as well as maintain control over the licenses and physical software copies.
To support our commitments to expertise in the field of software licensing consultation and management and to provide confidence in those commitments, we provide statistics excerpted from PC Mall’s 2010 SEC filing:
	 
	2010
	2009
	2008

	Total Net Sales
	$1,368,314,000.00
	$1,138,061,000
	$1,327,974,000

	Desktop/Laptop
	$483,029,891.00
	$401,735,533
	$478,070,640

	Software
	$231,241,135.11
	$192,332,309
	$211,147,866

	Peripherals
	$225,767,972.15
	$187,780,065
	$219,115,710

	Servers/Storage
	$154,616,853.65
	$128,600,893
	$142,093,218

	Multimedia
	$110,831,549.96
	$92,182,941
	$131,469,426

	Networking
	$105,358,387.00
	$87,630,697
	$96,942,102

	Warranty/Maintenance
	$57,468,211.09
	$47,798,562
	$49,135,038




3. Account Management (assume ‘accounts’ as equivalent to a state contract, and to a using municipality)

PCMG has over 80 Account Executives to service major contracts and Blanket Purchase Agreements at the federal, state, and local level. The company has a strong record of growth and a demonstrated ability to invest in systems and resources to support that growth. Our current company size and resources are capable of supporting this contract and our performance will be in compliance with all solicitation requirements. PCMG is committed to supporting WSCA’s requirements by fulfilling its eligible contract user’s needs with fulfillment that is rapid, accurate, guaranteeing program accountability and total customer support by a team experienced in program management principles, dedicated to quality across the corporation and committed to total customer satisfaction. The Account Teams dedicated to serve the State and eligible contract users will draw heavily on the expertise resident across the corporation and will depend on total commitment from the various organizations within the corporation to ensure the contract’s success. The status of the dedicated Account Team within the corporate structure will guarantee early problem identification and swift resolution.

PCMG has a dedicated Account Team already in place to support customers in each of the participating WSCA states. Our sales managers, account executives and product specialists will respond to customer inquiries, provide guidance, and ensure overall customer satisfaction by monitoring the accurate fulfillment of orders. We realize that quality service to our customers requires excellence from the early stages of a program through fulfillment. PCMG currently accepts inquiries including requests for quote and orders via phone, e‐mail, fax and e‐procurement portals. PCMG provides a toll‐free phone number, which is available to the State’s eligible contract users Monday through Friday 8:00 AM PST – 5:00 PM PST. An extensive PCMG contact information list will be made available to the State’s eligible contract users including telephone numbers, e‐mail addresses and the PCMG 800 Customer Service Center number. Customers can expect the dedicated Account Executives to be available during those normal business hours. All support issues will be handled within two (2) hours of the time a call is placed if the Account Executive is unavailable. PC Mall Gov sets two (2) hours from placement of first call as our standard response time to initiate all customer service issues.


PCMG commits to:

· Dedicated Account Manager, State Account Teams & Back Up
· Toll free phone number for ordering and support ‐ (800) 625‐5468
· Dedicated email address for ordering and support (i.e. WSCA.Software@pcmallgov.com)
· Updated software pricing ‐ 5th business day of each month for major suppliers
· Hours of Customer Support‐ 8:00 AM PST – 5:00PM PST
· Call Back for all support issues‐ two (2) hours from receipt of call
· Assistance with Enrollment Paperwork
· Order Processing‐ within twenty four (24) hours of receipt
· Confirmation email of all orders processed ‐ including PO number and PCMG order number

While the designated Account Executive(s) will remain the focal point for all incoming questions and inquiries, PCMG has found that the most successful programs are staffed by an Account Team that includes individuals from across the corporation with expertise in various disciplines. For that reason, and to ensure that there is no lapse in coverage when the Account Executive is unavailable, the AE relies on an Account Team. This team is responsible for generating all required contract reports, as well as identifying, addressing, monitoring and resolving implementation issues related to the contract. Specifically, the designated Account Manager is responsible for the overall success of the contract, as well as compliance with contract requirements outlined in the solicitation.

3. Training

PCMG utilizes many manufacturer‐hosted webinars to help train customers as well as staff on the latest in programs and applications and encourages customers to take part in these webinars whenever available.
PCMG can educate and inform the agencies of the product abuse liability and manufacturer auditing requirements with each enrollment by a few methods. One process is to use our in house post sales administrator to assist each enrolling administrator of the site where all licenses and keys are managed. By training this individual on the levels of access to key information, the administrator will be able to minimize the abuse of product keys and licenses by unauthorized individuals. PCMG will use a monthly newsletter covering the latest in product information to further educate our customers. Additionally, it will cover security measures that manufacturers are taking to crack down on product abuse. PCMG will work with all enrolling agencies to ensure that everything is accurate and compliant.
In addition to sending electronic monthly newsletters, PCMG also conducts a monthly LiveMeeting call for some current software customers. Promoted via PCMG’s Monthly Newsletter and website, these sessions are hosted by PCMG and are designed to be real worked “on the job” instructional sessions on using specific applications products in the public sector environment. The intent of these sessions would be to offer methods for integrating the technology into day‐to‐day functions.


3. Software Consultation

PCMG can educate and inform the agencies of the product abuse liability and manufacturer auditing requirements with each enrollment by a few methods. One process is to use our in house post sales administrator to assist each enrolling administrator of the site where all licenses and keys are managed. By training this individual on the levels of access to key information, the administrator will be able to minimize the abuse of product keys and licenses by unauthorized individuals. PCMG will use a monthly newsletter covering the latest in product information to further educate WSCA customers. Additionally, it will cover security measures that manufacturers are taking to crack down on product abuse. PCMG will work with all enrolling agencies to ensure that everything is accurate and compliant.
In addition to sending electronic monthly newsletters, PCMG also conducts a monthly LiveMeeting call for some current software customers. Promoted via PCMG’s Monthly Newsletter and website, these sessions are hosted by PCMG and are designed to be real worked “on the job” instructional sessions on using specific applications products in the public sector environment. The intent of these sessions would be to offer methods for integrating the technology into day-to-day functions.
3. 
Other (Specify)

7.	Clients   

PCMG’s ability to manage programs similar in size and scope to this requirement is evidenced in our history of support to Federal, State and Local governments, and education customers. PCMG feels confident in our assurances that we have the expertise, the experience and the financial bandwidth to support the objectives of the University. Our experience in providing public sector customers with software licensing and support is grounded in a robust existing customer base and substantial annual sales numbers. A recent PCMG program included the Los Angeles Department of Water and Power (LADWP) Software Commodities Contract exceeding $16M in total sales. In addition, PCMG has multi-year contracts in place with the Virginia Information Technologies Agency (VITA); Texas Dept. of Information Resources (DIR); the University of North Carolina Institutions and Affiliates and the Organization for Educational Technology & Curriculum (OETC).

 These programs make a significant contribution to PCMG’s annual software sales, reported in 2008 to exceed $32M. During that same reporting period, PC Mall corporate reported approx. $208M in software sales and continues to build solid relationships with major software vendors and distributors as well as dedicated significant manpower to software product specialists within the corporation. 


	Customer
	Contact
	Time Period

	Virginia Information Technologies Agency 
11751 Meadowville Lane
Chester, Virginia 23836
(State IT Management Agency)
	Mr. Greg Scearce
Strategic Sourcing Specialist
(804) 416.6166
gregory.scearce@vita.virginia.gov
	MAR 2003  -
SEP  2010

	Description

Computer hardware peripherals, accessories and commercial-off-the-shelf software are provided to state and local agencies and over 150 public school districts, public universities and community colleges. Awarded in February 2009, the software available through this contract includes leading brand names such as Adobe, Citrix, Computer Associates, Corel, McAfee, NetApp, Symantec, Trend Micro and VmWare among others. 

PCMG held the statewide VITA Microsoft Large Account Reseller contract from 2003 through 2007. This contract was valued at over $12 million per year.







	Customer
	Contact
	Time Period

	Los Angeles Department of Power and Water
911 N. Hope Street
Los Angeles, California
(Local Utility Agency)
	Mrs. Adina Roberts
Certified Business Continuity Planner
(213) 367-4937
dina.roberts@ladwp.com
	FEB 2001 -
FEB 2010




	Description

PCMG was awarded the LADWP Software Commodities contract in February 2007 covering all of LADWP’s software licensing and maintenance renewals for 1 year with 2 options to renew for a total of 3 years. In addition to COTS software products, PCMG also provided Microsoft licensing and maintenance renewal to LADWP for 3 years under a Microsoft Select agreement. PCMG provided $16 Million worth of software products and maintenance to LADWP under this contract.

PCMG has been a trusted supplier of computer equipment, accessories, peripherals and miscellaneous software to LADWP since 2001. Currently PCMG holds a Computer Equipment and Maintenance contract with LADWP and has provided over $6 Million of products and services since the start of this three (3) year contract which began in November of 2007.






	Customer
	Contact
	Time Period

	Texas Department of Information Resources
300 West 15th Street, Suite 1300
Austin, Texas 78701

State IT Agency
	Ms. Phyllis Benitez
 (512) 463-4854
phyllis.benitez@dir.state.tx.us
	JUN  2009 -
JUN 2012

	Description

Contract No. DIR-SDD-1023
PCMG offers Adobe software products and services to Texas governmental and public educational entities through Texas DIR's Go DIRect Program. Total contract value is estimated at $9 million and extends through June 2012. PCMG is currently in contract negotiations with DIR to provide additional software to the state, local and academic customers. 




5.	Accuracy in Quotes and Billings; Audits.  
a. System and Controls:  PCMG offers an extensive background in business automation through electronic transactions and processes. We have embraced a technological approach to solving everyday inefficiencies for our customers as well as our own internal processes and business systems. We have developed several end-to-end e-commerce systems, including back-end communication systems between both our customers and our vendors. We have implemented several significant enhancements to our internal business systems. These improvements support more efficient and error-free processing of orders from maintenance of product catalogs, quoting, order entry, delivery, and customer service. Error checks and reporting are integral to all of these processes, and have been implemented across all parts of the PCMG organization.
The PCMG business system has been designed to ensure accurate quoting and ordering within the contract specified terms and conditions and generates a contract specific quote. Our system allows for tracking of orders from the quote preparation through shipping and invoicing. The PCMG Business System captures information unique to each order and has been providing comprehensive customized contract sales reporting for our state, local and federal customers such as the Virginia Information Technologies Agency (VITA), GSA and NASA SEWP. The flexibility and configurability of our system allows us to generate a variety of reports containing detailed, order specific data in a range of formats including: textural formats, EDI, XML or other format requirements that may evolve through changing standards. 
PCMG relies on an integrated business system to execute our daily business of transacting business with our public sector customers.  Our business system is built around Deltek’s COSTPOINT system and all products, either COTS or custom-developed, are integrated with COSTPOINT. One critical component of this business system is our Quoting module that is based on a catalog of IT products and services provided by our various manufacturer partners and services partners. 
The PCMG Catalog is maintained by an internally developed program called Catalog Pricing Maintenance System (CPMS). CPMS stores data unique to individual part numbers including manufacturer name; vendor name (purchasing source whether manufacturer direct or distribution); manufacturer part number; PCMG SKU; country of origin (for GSA sales); current PCMG cost along with negotiated SELL price for each individual contract – federal and state and local – on which individual part numbers are sold. Additionally, the system records dates to track cost updates and any contractual price changes for audit purposes. With these business rules firmly in place, the contract catalogs for every customer become a subset of the larger commercial catalog. These contract or customer specific catalogs are derived from a centralized commercial catalog with a cost basis supported by the purchasing power of a $1.1B parent corporation.  Unlike many smaller corporations who focus specifically on one customer or market with a very limited purchasing power, PCMG can provide our customers “government specific” expertise but a basis of cost that is based on deeper discounts from volume purchasing. Additionally, our administrative costs remain marginal because they are spread across a large corporation. PCMG’s current materials handling rate is less than 1.7%.
Costs are updated in CPMS via a variety of methods including nightly feeds from distribution; manufacturer supplied price files, etc. CPMS includes an auto-update feature that will accept data feeds directly and update nightly.  CPMS is a fully integrated system and links directly to our internal quoting system.
Account Representatives are required to use the quoting system for all outgoing quotes. Quotes that are generated by any means other than our quoting system require management review and approval. Our requirement to utilize this quoting system is based entirely on the business rules that have been programmed into the system and the guarantee that this system provides. Because this system is linked to CPMS, PCMG quotes are guaranteed to be based on most current costs AND to be sold at or below the negotiated contract price. This business rule applies to ALL contracts that PCMG has programmed into CPMS including a resultant WSCA contract. All custom online purchasing sites that we provide to our customers are driven by the same system and business rules. Prices displayed are in accordance with negotiated contract prices. Quotes that are generated are based on most current costs and negotiated mark-ups and/or discounts.  
As an extra step towards guaranteeing accurate costs and sell price, PCMG Account Reps. Contact manufacturers directly for quotes at the time of request. Requesting a quote directly from a manufacturer ensures that any special pricing, promo pricing and/or volume discounts that are not included in the regularly scheduled updates to CPMS are captured at the time of quote.
When a purchase order is received from a participating entity, the order is “booked” in Costpoint utilizing the original quote as the basis for booking. The quote, in essence, becomes the official document of record in our accounting system and becomes the basis of all purchase orders to manufacturers, customer invoices, etc. All transactions that occur in the fulfillment of an order are based on a single record that originated with the quote provided to the customer. This fully integrated system ensures that Purchase Orders placed with manufacturers reflect the same costs as those provided at time of quote; that customer invoices reflect the same sell price as the original quote; and that any returns or credits are reflected on the customer invoices. Additionally, our Customer Service Team utilizes a Customer Relationship Management (CRM) system that is fully integrated into Costpoint. All customer inquiries, license information, product tracking information, etc. is stored in our CRM system and is tied to the unique record created for the customer purchase order.
PCMG’s integrated business system has been in place for over seven years and has been updated regularly to reflect advancements in Costpoint’s capabilities and to address growing customer requirements. During that time, PCMG has participated in several GSA audits as well as annual accounting audits and bank audits. Because we consider GSA to be one of our most demanding customers in terms of cost and sell accuracy and accountability, we continually monitor and upgrade the system to ensure contract compliance.  
b. 
Sample Invoice:  

c. Cost Accounting for Tracking Employee Hours:   N/A
d. Audit of Billings for Accuracy:  As noted earlier, PCMG relies on a fully integrated business system that ties customer quotes to accounting records. When an Account Representative receives a Purchase Order from a customer that is based on a quote provided, our system is programmed to pull the quote record into Costpoint where the order is “booked.” With the act of “booking” an order, a record is created in the accounting system that drives the Purchase Order to the manufacturer(s) and all invoices to the customer. This linkage of systems and reliance on an individual “record” for all transactions ensures that the opportunity for human error and mistakes is minimized. Because the customer quote becomes the accounting record, the prices reflected on the accounting record will match the quote 100% of the time. Unless there is some manual intervention to change the quote record AFTER a purchase order is received, there is no opportunity for discrepancy between what the customer originally saw on the quote and what is booked in the system.
PCMG has addressed any manual intervention through an ISO approved process that requires all orders be “booked” in the system by someone other than Sales. This division of roles and responsibilities is likewise a requirement of our accountants. Because we are a publically held company, we are subject to compliance with the Sarbanes-Oxley Act. Our requirement that the person who “books” the order be separate and apart from the person who quoted the order provides a second, unbiased set of eyes to review the order for accuracy and ensure all the requirements of the contract are addressed.
PCMG Accounting maintains an individual file of transaction paperwork for all orders including vendor quotes; PCMG quote to the customer; e-mail communications; proofs of delivery (PODs); and invoices. In accordance with IRS regulation, these files are maintained at a PCMG location for a period of seven (7) years. These files are available to our customers for review and audit.
6.	Provide Key Personnel 

The WSCA Account Team at PC Mall Gov

	Position
	Name
	Responsibilities in support of WSCA

	President
	Alan Bechara
	ultimate decision making authority to commit financial resources and resolve problems swiftly.


	VP, Business Operations
	Cathy Boleyn
	responsible for program management; authority to commit the company as well as resolve issues swiftly; ensure compliance with contract requirements.

	Vice President SLED Sales
	Dave Wiltz
	monitors the overall sale process and is ultimately responsible for customer satisfaction; can provide an additional level of support to the Account Team to facilitate communication between internal PCMG staff and software vendors to identify issues, resolve matters and expedite solutions if needed.

	Senior Sales Manager
	Sandeep Kapoor
	responsible for communication between customer and internal PCMG support staff;  can assist with the set up of strategic partnerships with vendors; mentors and trains all field support staff; assist in compliance reporting as needed for customers and helps facilitate manufacturer webinars as necessary.

	Account Management
(Sales)
	Jishnu Banerjee
	ensures that orders are placed and processed in a timely manner and works with the Account Teams on a daily basis to provide training and assistance as necessary.

	Position
	Name
	Responsibilities in support of WSCA

	Field Account Representative
	Yong Kim
	available to meet with Customers onsite to strategize on current initiatives and discuss solutions for short term and long term projects needs;  can arrange product demonstrations/training of current and new technology; will work with the AE’s to ensure order are placed in a timely manner.

	Supervisor
	Erik Adams
	manages the day to day operations of the inside sales teams to ensure they are marketing the contract to all qualifying agencies. This person will also be the first level of order/issue resolution.

	Account Executives
	Various
(see bios)
	Process orders; facilitate quotes; build reports, answering customer questions, and engage with local manufacturer reps.; available to assist with any and all day to day requirements.

	Contracts
Administrator
	William Madrid
	general contract administration and business mgt. functions in support of the contract; generate all required contract reports.



Bios of Key Personnel
ALAN BECHARA, PRESIDENT, PCMG
Alan Bechara joined PC Mall Gov, Inc. as President and General Manager in April 2002 and is responsible for the company’s present government and education sales and marketing teams in Torrance, California, Manassas, VA and Montreal, Canada.  In September 2006, under Alan’s leadership and guidance, the company acquired the Enterprise Products division of GMRI, which is structured as a division of PC Mall Gov.
The wholly-owned subsidiary of PC Mall, Inc. has more than tripled in revenue since he became President.
CATHY BOLEYN, V.P., BUSINESS OPERATIONS, PCMG
As V.P. of Operations, Ms. Boleyn’s responsibilities include Contracts, Program Management, Bids and Proposals, Engineering, Pricing and Customer Support. The Operations organization supports both the State, Local and Education division of PCMG as well as the Federal division.   
Ms. Boleyn has a Masters of Business Administration from Strayer University in Virginia and graduated from the University of Virginia with a Bachelor’s Degree in Finance. Ms. Boleyn is a member of the National Contracts Management Association. 
DAVE WILTZ, V.P.	State, Local and Education Sales

Dave Wiltz joined PCMG in 1998 as an account manager and rose quickly in rank to his current role. Beginning in 2000, Mr. Wiltz served as Senior Sales Manager for PC Mall Gov and is responsible for rapidly growing PC Mall Gov into one of the top technology companies in the nation. Mr. Wiltz is primarily responsible for expanding PC Mall Gov presence in California, Virginia, Texas, and Nevada and for growing the PC Mall Gov footprint beyond federal customers to State, Local and Education.

Mr. Wiltz received a Bachelor of Arts degree in Broadcast Communications and a minor in Psychology from the University of Southern California


SANDEEP KAPOOR	Senior State Local and Education Sales Manager

Sandeep Kapoor joined PCMG in 1998 as an Account Executive. Prior to joining PCMG, Mr. Kapoor spent several years at ValCom Computer Center in Irvine as an Account Executive. Mr. Kapoor was promoted to the PCMG sales management team in 2002 and has created one of the fastest growing teams in PCMG. Mr. Kapoor brings a strong work ethic to compliment his understanding of the hardware and software industry. 

Mr. Kapoor earned his BA in Social Science and a minor in History from the University of California, Irvine in 1997.  

JISHNU BANERJEE 	State, Local and Education Sales Manager

Jishnu Banerjee joined PC Mall Gov in 2004. Jishnu brings in about 15 years of work experience in sales, marketing and management. Prior to joining PC Mall Gov, Jishnu was Sales and Marketing Manager for a Technology consulting company. Mr. Banerjee brings a strong work ethic to compliment his understanding of the hardware and software industry. He has managed our various VITA contracts since 2008 and is a certified Storage Specialist. 

Mr. Banerjee earned his BA (Hons) in Geography and has a management degree in Sales and Marketing. 

ERIK ADAMS	State, Local and Education Supervisor

Erik joined PC Mall Gov Inc. 2000 and leads our inbound team of Account Executive.  Prior to coming to PC Mall Gov, Erik was the Government Manager for several Computer Integrators in California.

Erik has in depth experience in Microsoft Select, Campus and School Agreements as well as HP Personal Systems Group products.

STEPHAN NOLET	State, Local and Education Lead Account Executive

Stephane joined PC Mall Gov in 2005 and provides PCMG customers with experienced sales and customer service. Prior to joining the PC Mall Gov Mr. Nolet worked for several years in the financial services and paper industry as an Account Executive.

Mr. Nolet’s strong work ethic and commitment to customer service has enabled him to build & maintain very strong relationships with his customers and our corporate partners. He is continuously developing his understanding of both hardware and software. Stephane is currently certified as a sales specialist for VMWare & Computer Associates.

JACQUES RIOUX	 State,  Local and Education Account Executive

Jacques joined PC Mall Gov in 2004 and provides PCMG customers with experienced sales and customer service. Jacques Rioux, a Senior Account Executive, is one on the founding members of PC Mall Gov’s East Coast sales team. Prior to joining the PC Mall Gov Mr. Rioux worked for several years in the channel as an Account Executive, a 3Com Networking Specialist and an Account Manager at the distribution level. 

Mr. Rioux understands of the software industry, especially in creating and offering software solutions, covering a range of manufacturers, including but not limited to, Adobe, Microsoft and Symantec. 

IAN PADILLA		State, Local and Education Account Executive

Ian Padilla has been with PC Mall Gov for over 8 years. He has had plenty of experience on with working with government and educational accounts. Ian also has a vast knowledge of the various state contracts in California. Ian has been a top seller with mfrs such as Microsoft, HP, Apple, Rim and Adobe

JULIO ANGULO	State, Local and Education Account Executive

Julio Angulo joined PC Mall Gov in 1996 and has assisted PC Mall Gov customers with experienced customer service, sales, and direct marketing. Mr. Angulo has a proficient sales background in many licensing programs, including Adobe, Symantec, Citrix, Microsoft and CA. He has been instrumental in helping PC Mall Gov establish many campus/school and select agreements through his consultative selling approach. Mr. Angulo is Microsoft Sales Certified Level 2

Mr. Angulo received his Bachelor of Arts degree from the University of California, Los Angeles.

JON CAMPBELL	State, Local and Education Account Executive

Jon has been a dedicated Education, State and Local Gov’t Account Executive for PC Mall Gov, for over 5 years. Just as dedicated, is the backing of one of the nation’s largest vendors of technology products and services (PC Mall Gov) which makes him confident that he will provide the best service available in the industry. 

With direct connections to, major manufacturers such as IBM, BlackBerry, Hewlett Packard, Toshiba, Sony, Cisco, and Microsoft; as well as a vast number of smaller specialty manufacturers. He has a great relationship with all of the manufacturers and distributors of the most popular products.  

TODD RANKIN	State, Local and Education Account Executive

Todd worked at PC Mall Gov Inc. 2000 until 2005 and returned in 2010. Prior to returning to PC Mall Gov, Todd was the Technology Sales Manager for Staples Business Advantage. 

He is currently a co-lead for the CalSAVE contract for K-12 schools in California as well as the lead for HP IPG products.

WILLIAM MADRID	Contracts Administrator

Mr. Madrid has 20 years of Information Technology sales and support experience. He came to PC Mall Gov in 2000 and transitioned to the Bids and Contract team in 2002.  Mr. Madrid also provides contract administration, logistics and reporting support for several state, local and education contracts/programs including: Los Angeles Department of Water & Power; The Commonwealth of Virginia (VITA) The City of San Jose and The University of Hawaii. 

Mr. Madrid holds an Associate’s Degree in Business from DeVry University.



Our Account Executives attend comprehensive training that is ongoing to ensure they have full understanding of manufacturer’s government and educational programs and offerings. All of our training is conducted in close partnership with the manufacturers whose products we well. Supporting our sales teams is a group of knowledgeable licensing specialists and product champions who are expert in software licensing and the individual manufacturers and product lines that we offer. Customers will have available software licensing specialist(s) certified by the leading vendor licensing programs. Our product champions are also available to assist our customers in determining the most appropriate solutions for their organizations. See Questionnaire – Methodology Question #7  for a detailed listing of PCMG Product Champs. 
PCMG’s 2500 employees hold over 3500 technical certifications in software & licensing; servers & storage; systems & peripherals; networking & security and power & infrastructure along with numerous professional certifications including CPAs, Program Management and Contracts Professionals.

Microsoft Certified Professional— Internet, Windows NT, TCP/IP and IIS • Cisco Certified Network Associate • Compaq Accredited System Engineer • IBM e-business Solution Advisor • Apple Certified Technicians • CompTIA’s Network + Certified Professional • hp STAR Network Connectivity Professional • 3Com Wireless Preferred Partner • Oracle Sales Champion • Checkpoint Security Administrator • CA Certified Sales Specialist—BrightStor and eTrust • SonicWALL Certified Sales Expert • Snap Server Level II Certified • ACE (Adaptec Certified Engineer) • Citrix Certified Administrator MetaFrame 1.8 Administration • Master ASE StorageWorks • McAfee Certified Professional • Master Novell Certified Network Engineer (CNE)—NetWare, NT Integration, Messaging • CNE 5.x • Certified Novell Administrator (CNA)—Intranet, NetWare 5, GroupWise


7.	Provide information which demonstrates your organization’s financial stability 

FINANCIAL INFORMATION 

PC Mall Gov 2010 projected revenues are estimated to be over $200M. 


PC MALL INC. (Corporation includes Public Sector and Commercial) 2009 Total Revenues = $1.138 Billion 
	PC Mall Gov (Public Sector Division) 
		2009 Total Revenues = $195 Million 
		2009 State and Local Government Revenues = $68 Million 

PC MALL INC. (Corporation includes Public Sector and Commercial) 2008 Total Revenues = $1.327 Billion 
	PC Mall Gov (Public Sector Division) 
		2008 Total Revenues = $178 Million 
		2008 State and Local Government Revenues = $58 Million 

The 2010 Annual Report is posted at www.pcmall.com/pcmall/investor/default.asp 


See Attachment A (following):   Consolidated Balance Sheet for a detailed breakdown of PC Mall Financials



8.	Provide information on any subcontractors you propose to use on this contract 

PCMG does not anticipate the opportunity to use subcontractors to fulfill the requirements of this solicitation.

Attachment A:  Consolidated Balance Sheet
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ITEM 6. SELECTED FINANCIAL DATA

The following selected consolidated financial data are qualified by reference to, and should be read in conjunction with, our
consolidated financial statements and the notes thereto and "Management's Discussion and Analysis of Financial Condition and

Results of Operations"” contained elsewhere herein.

The selected consolidated statements of operations data for the years ended December 31, 2010, 2009 and 2008 and the selected
consolidated balance sheet data as of December 31, 2010 and 2009 presented below were derived from our audited consolidated
financial statements, which are included elsewhere herein. The selected consolidated statements of operations data for the years ended
December 31, 2007 and 2006 along with the consolidated balance sheet data as of December 31, 2008, 2007 and 2006 presented
below were derived from our audited consolidated financial statements which are not included elsewhere herein.

Consolidated Statements of Operations Data:

Net sales
Cost of goods sold
Gross profit
Selling, general and administrative expenses
Special charges (1)
Operating profit
Interest expense, net
Income before income taxes
Income tax expense
Net income
Basic and Diluted Earnings Per Common
Share:
Basic
Diluted

Years Ended December 31,

2010 2009 2008 2007 2006
(in thousands, except per share data)

1,368,314 $ 1,138,061 $ 1,327,974 $ 1,215433 $ 1,005,820
1,197,019 985,045 1,148,593 1,067,595 881,902
171,295 153,016 179,381 147,838 123,918
156,827 145,274 155,494 123,520 111,817
— — 4,893 — 1,683
14,468 7,742 18,994 24,318 10,418
2,019 1,567 3,667 4,031 3,940
12,449 6,175 15,327 20,287 6,478
4,876 2,818 5,724 7,844 2,522
7573 $ 3,357 $ 9,603 $ 12,443 $ 3,956
062 $ 027 $ 072 $ 098 $ 0.33
0.61 0.26 0.69 0.90 0.31

(1) 2008 includes a $4.1 million goodwill and intangible asset impairment charge and a $0.8 million lawsuit settlement charge. 2006

relates to a lawsuit settlement charge.

Consolidated Balance Sheet Data:
Cash and cash equivalents
Working capital
Total assets
Short-term debt
Line of credit
Long-term debt, excluding current portion
Total stockholders' equity

*k%k

35

At December 31,
2010 2009 2008 2007 2006
(in thousands)
10,711  $ 9,215 $ 6,748 $ 6,623 $ 5,836
52,638 54,034 50,847 37,264 43,386
334,091 301,176 282,385 296,235 203,567
783 1,038 1,038 775 500
50,301 53,127 29,010 53,893 32,477
2,666 3,333 4,337 4,456 1,750
107,293 97,755 93,5651 84,424 60,824
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